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Welcome to the ultimate study guide We've also included a section on FAQs that
designed to empower your team for success will help you address common queries
at upcoming trade shows. With countless with confidence and accuracy. Handling

opportunities to engage with potential Unknown Queries provides tactics for

clients, partners, and even competitors, a o -
maintaining credibility even when you

trade show is more than just an event; it's a ) : .
don't have an immediate answer to a

dynamic marketplace where conversations

question.
translate into opportunities. To leverage
this platform to its full potential, it's This guide is a tool will help you elevate your
crucial to communicate effectively and conversational skills, build relationships,
authentically, striking a balance between and achieve business goals.
professionalism and accessibility.
This in-depth guide is organized into five dynamic 71289, 8171289
essential segments, beginning with the leverage iEIRIFIFR; SIEERIN

strike ZEE2 ;3L

professionalism E2XRE ; RITRIK; BZEEH
accessibility Z#M AliR; ZRFE

essential 2% 285, MW Em; AH - BE
phase PEE% > BF AR

terminology fiiz5> EPIFEEE

navigate f1TH; RATHS ; BB 4L B, 5158
complexity FE4REHAVEY)

trajectory 138 ; 5&5E ; BLHS

pivotal t&AY; FIERY; EEH

query Eff; s ; 5ER

confidence B1{Z {50 1BiE

tactic Biily; RE&; F&

credibility Al BB

preparation phase for your booth. This
includes a specialized vocabulary section,

curated to equip you with the English
terminology, vital for navigating the

complexities of a high-stakes event like a

trade show.

Following the preparation phase, the guide

focuses on the natural trajectory of trade

show conversations, categorized into three

pivotal stages: the opening, the middle, and

the closing.

BetterMyABC.com 3
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Trade show (trade fiar, exposition, exhibition) NMEE2—EEE); ©_—Er LEERKFIE 2 BGE
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1. EFE R E RS
BEmlHmEEE
The team arrives at the venue early to set venue M E G TEEN G
up the booth. They carefully arrange the booth i
collateral, such as brochures and swag, collateral Hi/&HY-HiT8Y

brochure ffit-%;

swag f A2 INERRY) | swag EEEFNE
B RHE- MR -FENERE

effective B

merchandising #:84

tagline mh# 5K SN amhRIES

prominently FEEih; EE i

unique selling proposition (USP) EmiF & ;15
semgt

kiosk E:fl B ~=

demo (demonstration FYRSHE) TREE > M s

aiming for effective merchandising.

The tagline and branding are prominently

displayed, making it easy to understand the

Unique Selling Proposition (USP) of the

company.

A kiosk for self-service information and a

demo area are also prepared.

B iR RIREE S UM E RO -MPIFAHHEE
EEEMED MFMANE LS BREERtET
S fn B e

FaarlmhE RERMERER EAPES
BRAEESER (USP)

BBhEE (kiosk) M EmmEEM D EEHE

=
71:%°
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Beginning of the Trade Show
sl

As the event kicks off, attendees filter

through the aisles, increasing foot traffic

around your booth. Your team, well-
prepared and alert, readies themselves to
engage. Armed with a practiced pitch, they

don't just wait for prospects; they actively

seek them out.

Every team member is attuned to the
importance of first impressions. Knowing
they have only a few moments to catch

attention, they introduce themselves and
segue into what makes your product or
service unique. They promptly jot down

any pertinent information, ensuring no

potential lead is overlooked.

The team is not just focused on making

a sale, but on identifying problems that
your product can solve for the visitor. By
capturing these insights, they tailor their

pitches, zeroing in on promising leads.

This is a window of opportunity that sets
the tone for everything that follows. The
team understands the weight of these initial
moments, aiming for nothing less than

impactful, lasting impressions.

BetterMyABC.com

RERBIE K2EREGNELAFZFRNSER
azZE CHBEEFEMREITthFIMeT 77
DERE IRENIEREL PN RS EE R
EHE BEXTEFSHEBEEER-

SERXREEIFERRR 5 —ED%W,H\EE°
P REREIEFERR FIAE B RHN4E 2
HBATIREmB ARG OﬁMFﬁi’r_i_ﬁEﬁE;tﬁ
st LU R G iR KRB TR R i

BN EFTRRERNEZRHE BEEERE
IRV E m B ARFS BEAAR R 57 & P LS A RS R R -
RIBABAVER S P ZE R St A B EH R
AREREENNEERR

BERFEE—EIFEEEMMEE ERABIE TR
HW—REERA ERIFEHEOE R BRR
EEVENES R EEEER B TIFRIEIR

filter &% B8
aisle &
prepare Zf&
pitch #gH
prospect Fi=;BE; Al AElE
attune 510 fEHER; EIRME £EE
impression EN

segue G

Rt > 1L BPh
pertinent fHEAHY

ensure R

capture %

promptly

tailor 573



During the Trade Show
REH

A knowledgeable member of your team

makes their way to the discussion forum,

not merely as an attendee but as an active

participant. The aim is to contribute
valuable insights and thereby increase
visibility for your brand, potentially
attracting more visitors to your booth. The
objective is twofold: to establish thought
leadership within the sector and to serve
as a magnet drawing a more targeted

audience back to your exhibit.

Back at the booth, the remainder of your

team is engaged in a concerted effort

to highlight your current promotional
campaign—an early bird discount on

a forthcoming product. Realizing that
different approaches yield different results,
they conduct A/B Testing with various
conversational scripts. The goal is to discern
which set of talking points yields a higher
conversion rate. This isn't just trial and

error; it's data-driven strategy in real-time.

As interactions unfold, team members
discreetly note the responses elicited

by different pitches, capturing invaluable
insights that will not only impact the
event's success but also inform future sales

strategies.

BetterMyABC.com

TEEPH—UERNEERAFNEE FRE
ERER MEEB2EEH R thgy B 1RRRR 3
BIRMAEREN R KA IFImERRS
B EMKGIEZRUSEE - ERMAWEE
2B/ —HEER I I FITEA AR
i 5—HEAERS I EA B RERSERRE T
L8]

T RAEER B SR 2 #EEER
BYfeiH A8 AR MR H T EmMmN R R E R fthff]
BAE > FRIMVIEERE G EETRMER AL
HEIT T HEHEMENA/BAR -EFAEERERE
EENBEREIRE R R

TE8A%E P 3R > BIRKRY 8 &40 O sC Bk A [RIEH
EFEFHERNER B -ELEEENERTE
GEBEIARREHHIRR R RRAVIHE R
B& A BT

discussion forum 1318 ; T &
participant 2£1%& > 21&
contribute Sk

attract 35|

twofold £ ; MIEZH

magnet F4i3

remainder &% ; HHERAIA
concerted effort [F:0\ 777
campaign ;E&f

forthcoming BNt

discern 5!

discreetly & [Eh> 2 [E#h > /vt
elicit 3| >



Breakout and Plenary Sessions

DEHERE RERLE TS

During the breakout sessions, your team
takes a tactical approach. They divide their
time between specialized discussions and
booth management to ensure continuous
engagement with visitors. While some
attend these niche conversations to glean
insights and connect with industry experts,
the remaining staff at the booth focus on

customer engagement and lead capture.

As the event moves to the plenary session,
where keynotes take center stage, your
team sees another opportunity. They
transition to the hospitality suite, an

ideal setting for deeper, more meaningful
conversations. This suite serves as a
meeting point with key affiliates and
potential partners. The objective is twofold:
first, to solidify existing relationships, and
second, to obtain valuable endorsements
that can amplify your brand’s credibility and

reach.

The team employs a well-coordinated

strategy throughout the breakout and

plenary sessions, ensuring optimal

utilization of time for knowledge
acquisition, relationship-building, and

brand promotion.

BetterMyABC.com

TR RIRED RIVEFRER T RS R %
Hro P R RO D ECE B PIsT smARILE
Lo UERAREFEE RN ES -HIKE
2RFEHMEEN R BNRESTERR
MBEFET IR, B BERUNBKE
RIS EE R A E RIS

ERHEA RS RN TEEBIRE MAVEFK
HET F—EEEREE MR EFRRERR
RENETE SERRTIEZSEBHERER
HET SIS B RAMIE —2ME
RANGIERFR —RER[ERAMEBRZENW
XFHES

EEERH BEReTE O EmERERTRIR
B BIEE R T = E B %A SRS RS - FE (R
B—AEEAR AN EE BRI RHRNHEEmD
o

tactical ZRE& MR SHBE14RY
divide 535; 7348; FRR
niche ¥z 1%/ \R %
glean —ELELIMIUNEE
plenary 28 HFEN, 28 E%
transition & ;38E

suite ER

solidify &5 & El, EEH
endorsement :27], X%
& e, RS
optimal &RER &IEN

coordinate &

acquisition 13> UgiE



End of the Day
HIZ4ER

As the event approaches its conclusion, your

team goes into a strategic wrap-up mode.
Ensuring they've captured essential contact
details for all promising leads, the focus
now shifts to post-event strategy. They are
not just collecting business cards; they're
gathering the seeds for future business
relationships. A dedicated member is
responsible for quickly segmenting these
contacts based on the level of interest
shown, ensuring timely and targeted follow-

up actions.

The team is also keen on understanding the
Return on Investment (ROI) from the event.
As part of this, they've been diligent in up-
selling and cross-selling where appropriate,
augmenting the lifetime value (LTV) of

both new and existing clients. This isn't

just about making a quick sale; it's about
understanding customer needs and aligning

your offerings to create long-term value.

The event may be winding down, but for
your team, the work is far from over. The

insights and connections gained are viewed
as starting points for future endeavors,

laying the groundwork for a robust post-

event strategy.

BetterMyABC.com

BERGIRIOES (RHBEBRGETHANRE
BILIE-FRT HRWERA EERRHIEERS
tAFRERBIREMOERE (RO MEMEELS
R-BE—UEFIEEEHENBERRRERERLE
LR ERET DR BRI RARBRENRETT
BRESHET AR R

TREHRE ERIithET T SIEEHNTX
HERE) NMERA T RIRHE W AHERR
RIET RIPEBE-EESHTERA TEDEH
B ERATRATHRERER LGARAF
HEMBARTS BIIEBERAREEEE-.

RS ARG R (ERE KR EER—E
P& ER YRR - BRI R B R ERHNEE
B FRRRENINER WIS 2R HE B
EENEE S

wrap-up Ut 453k SERK

dedicate ZHREi AL 2 EPE ) FFEIE
responsible H1F

segment 553> D E;

diligent £/ZE R E15509, AHEHY
augment &5 ;18K ; N34
endeavor &71; &4, €&l

robust 5EATEY > HAHTHY



Conversation Structure: Opening and Examples

R

The opening of any conversation at the booth is the visitor's
first exposure to your brand, making it a crucial element in the

visitor's journey. The goal here is three-fold:

+ Capture Attention: Greet the visitor in a manner that is both

warm and engaging.

+ Build Rapport: Create an immediate connection that makes

the visitor comfortable.

+ Transition Smoothly: Lead naturally into the main part of the
conversation where product or service information will be

shared.

TERSVREGHFHE N EMFIE REALY mig iz 5 —RhEHthF]
NWEREEREMEE-EETEA=FER:

o RSISFRER BB ARG UREERS R

o RERETREFHARRG BIE—BRERAFILANREIEFEN

e

- BWGEERHEEE BAMS | EHEFEERTENID RMET
BEmMBARTFRIE

BetterMyABC.com
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[ NS FIN AT LB eS8 25

1. Hello, welcome to [Company's] booth! How has [Event Name] been treating you so far?

97 BB [ A B R 2| B R4 L R8I RE B AR A ?

2. Hithere! We're thrilled to have you at [Company's] booth. Is this your first time at [Event
Name]?

W8 REELREI[AF] R -ERIEE — RSN [ESNRME]|E?

3. Good [morning/afternoon], and welcome to [Company’s] booth. Have you had a chance to

explore the event yet?
B /T BOERE[AT] B smRECA K S RERSEHE T —TE?

4. Welcome to [Company's] booth! We're showcasing some exciting innovations today. What
caught your eye?

B E[AF)] R FMISRBR T —LRIFBIRE A RS T EYERIK ?

5. Hello! Thank you for stopping by [Company's] booth. What are you most looking to

discover at [Event Name]?

R4 | EUSHE R BN A T AT [ 278) R RIS BRI ?

6. Hi, welcome to [Company’'s] booth! Are you familiar with our solutions, or is this your first

introduction?
By Bk E [A 8] B EHBMNER A RABS BERECTHNE —XIZE?

7. Good [morning/afternoon], welcome to [Company’s] booth. How can we make your day at

[Event Name] more informative?

B L/ T B RR [ AT)] RO HASENAREEERREN—REMEE?

BetterMyABC.com 11



Conversation Structure: Middle and Examples
1Eh4EiE  HEEAR

The Middle section serves multiple purposes:
* Product Introduction: Clearly introduce what your product

or service does.

+ Benefit Explanation: Translate features into benefits that

resonate with the visitor's needs or pain points.

+ Engage and Assess: Listen actively and ask probing

questions to understand visitor's needs.

FEHES DB REETEEN:
- EmfT BZEPREMSRBIRNEmB AR A B ML EE.

. BREZ REMFEHCAERENERERUBAERENE

[RES-

. EEFEFME BBRGREARER RA T EAFHARTEK.

BetterMyABC.com

12



1EE A FlaER

[1NIERESHRE AINAT Em WEEGERE

1.

BetterMyABC.com

We offer a [cloud-based service] that streamlines all your [HR] needs. Have you been
looking for a centralized [HR] solution?

HFRM—EERNZRNRT] BE T EMENANERIBER-CHEESH—EEFIIH[ATS
BRIRDEE?

Our [software] uses [Al to automate] your customer service. How do you currently handle
[customer inquiries]?

HAIN[EEIFIBATIE S8t ER-EEMENAEE[ZF M ?

We specialize in [cybersecurity] solutions designed to protect [SMEs]. What are your
current [security measures]?

HPIERIN R RRE[F/NER]|W[EBRZ 2R R -EB R AWML Z 2] ?

Our [platform] is a [one-stop shop] for all your [marketing] needs. From [SEO] to [social
media], we've got it all. Is [marketing automation] on your radar?

HFIR[F B2 EFA (1T B R [—IATUIBY] AR R 75 22 -1 [SEO] B[4 3 4R RS ] B FItRAR A
e (1THBEIE|EENZ SEEAE?

We provide [end-to-end analytics] for [supply chain management]. This has been a game-

changer for many of our clients. How do you currently [manage your data]7

ZE;IDT—.I.[ ,L.\EI'J@?F]E'J”

Our product is designed to make [remote work] seamless and efficient. Would that be
relevant for your team?

HANERSTEE(ERELFISTEEN SR -EH B RE RIS ?

We focus on [environmentally friendly] [packaging] solutions. Have you considered

[sustainability] as a factor in your supply chain?

HAEEN RF]V[ AR RS R -CRE[FREEFAHEEPN—EZ REERES?

13



Conversation Structure: Closing
= °

SRR

The objectives of the Closing section are as follows:

+  Summarize Main Points: Briefly reiterate the key benefits of
your product or service discussed during the conversation.

+ Call to Action (CTA): Guide the visitor on their next steps.

+ Exchange Information: Make sure to capture the visitor’s

contact details for future follow-up.

HEERIERIT:
. ABEERL MR ST RENCHNERRTHEEES-

- FEETTEN(CTA) H455|5h % T R FIEE T RZIRIBI T §R

o RIREM RS FIBHEEN U EHRIRE-

BetterMyABC.com
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[1NIERESHRE AINAT Em WEEGERE

1.

We've talked about how our [software] can [simplify] your [HR] tasks. Would you like a

follow-up demo next week?

Bt sm BRI [ERE N AEB TN AB IS - C T EREREE—DHIRE"?

I'm glad we could discuss our [Al-driven customer service] solutions. Can | send you some
case studies to further explain the benefits?

ReER s mERMAERAIZR] AR B UFT —EXFGERE—TRAEEZE?

Our [cybersecurity] solutions seem to align well with your current needs. May | have your
business card to arrange a more in-depth presentation?

HMNEERE] RS FUFA ST R -FLAI LA LTRSS A REZHFEF AR a0 ?

We offer a comprehensive [marketing suite] that can amplify [your online presence].
Would you like to opt in for a [free] consultation?

BPIRMH—EZEITEHTA]D TLUEMEEE LN EN ] EEREBRERN—E[REV]E:H?

Given your interest in [analytics], our [platform] could be a game-changer for you. Shall we

schedule a call to go over this in more detail?

ZRIEH([DT]NER FFIR[TF ] eI H RN AT UB EANREA - FIE S T UL B —(E
B g SRR B ST sRE L7

Our [remote work solutions] seem to resonate with your current setup. Can | share more
information with you via email?

HA[EEIFLRIUFACERMBERZG R UEREFHHATOEESENS?

Our focus on [sustainability] appears to align with your company values. May | send you
our [sustainability] report?

BRI [AIHFEE]N S ZUFFEERARNEER B UFHRERFIN[ATHRES] RSS2

BetterMyABC.com 15



Conversation Structure: FAQs
15458 E RRE

FAQs help to:
+ Clarify Doubts: Remove any misconceptions or confusion about
your product or service.

+ Reinforce USPs: Highlight unique features or advantages.

« Build Credibility: Show your in-depth knowledge and expertise.

EREEEZEYPR=EEZ8H/:
. BEERRUHGERHEERDRBIRBESRE
. SREEEER RECHERNRBIESSENER -

. BIUEZE EBRTARANEZENH BAMENAIEE

BetterMyABC.com
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WTFHFIFNRT —ERETEERERE RIS RANE REEHRESEEA:
[ 1 RERESHRE AIIAE Em ESEELTE

1. About Pricing B B1&

Visitor: “How does your pricing compare to competitors?”

Team: “We offer various pricing plans to meet the specific needs of each customer. While we
might not be the cheapest, our solution provides comprehensive features and [24/7 customer
support] that offers great [ROI].”

e TRFIRERAFRF B FLEEME 2

B TRfHREZSBER S EZURESUT IR ER K -BAKMAI TR REERN BRMAVE
REFRE[ZENINENZXRIEE B X5 SEH KRR IRE R =]

2. Integration with Other Tools B E fth T B &R}

Visitor: “Can this integrate with my existing software?”

Team: “Absolutely, our platform is designed for easy integration with [most popular software
suites]. We also offer [custom integration services] for specialized needs.”

e HERA B IRA RS E SIS ? )

P TAEE A DO IR ARt AR (RS ERITHIE G R ERHE(F RN ESRBILUREE
FIEEKe

3. Data Security 8% 2

Visitor: “How secure is our data with your platform?”

Team: “Security is a top priority for us. We comply with [all relevant data protection laws] and
use [end-to-end encryption] to ensure your data’s safety.”

e MERIFNTE HMANBIEEZZEE?)

B 1222 HANEEER -RFIETAAE BN [BURREER] LR [InE im0 E | REFRGR
HiELZ 2
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® REEHER DER
[ NEEEA LT FINAT ES DA SERTE

4. Product Updates EmE#

Visitor: “How often do you update your product?”

Team: “We have a [quarterly] release cycle for major updates and continuous minor updates
to address any immediate needs or bugs.”

hE MFMHZAEH—RER?]

Ex: IR A EFE S —REENEMZEMEL I BFFEETRE SN UM RS K HE
aRe

5. Customer Support & F RS

Visitor: “What kind of customer support do you offer?”

Team: “We provide [24/7] customer support via [phone, email, and live chat]. We also offer a
comprehensive knowledge base and [regular webinars] to help you make the most out of our
platform.”

e MR AR R P ARTS 2

B TRPHR [ 2 RIR]NE P ARES > BE(B5E BEF A ENRFIIX] T FIE IR M2 EBY A B EM
[E RV RIS & UEBNER A F BRI TE S

6. Scale and Customization #R#&F0E &l

Visitor: “Is this solution scalable and customizable?”

Team: “Yes, our product is built to scale with your business. We offer various customization
options to fit your specific requirements.”

hE NEERRS ZacsREMNERINE 2]

Ex: TR RFNERES T EREHNEFERMR T R PIRMSEE T EELIR B LS E
Koy
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Handling Unknown Queries

faEAniE  EE PRI —EEE TERIERO ZFI RS

When faced with an unknown query:

+ Acknowledge: Show appreciation for the question.

+ Clarify: If possible, narrow down what the visitor is asking.
« Defer: Politely indicate that you'll get the information.

+ Follow-up: Ensure a mechanism is in place for a timely response.

ERPRE—ELE T EAEROZRAVEHNEDR AL

o R HBE P BRBR TSR

. BB RERE—THREKBRAOMANEERSC

. %%ﬂ?&.;ﬁ@t&ﬁﬁﬂﬂ’_@] e EE RIS EENE-
. KRR BERETENSEZRAIUMERR

ERRRE—ESE TR AERRZRIESM®

LUFEMFIR T —ERRTEERERE R A LS RANEXHEHRTSEER:
[ NIERBEESHNEB AUAT Em - TIiESE5ERE

1. Specific Technical Query 5 F: AT A RE

Visitor: “How does your product handle [XYZ encryption]?”

Team: “That's an excellent question that delves into the technical aspects of our product. Let
me consult with our technical team to give you an accurate answer. May | have your contact

details for a follow-up?”

% MFANEmSWNFEEIE XYZ ] 81972

EFK : TE R — AR A TP E a1l /2 [ | R B 55 R < 5B I 55 s I I BV B i B PR LUR (R G — (B ZERERY
B -FH A UZ RSB R EREBHIE?
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2. Future Product Features 3R ZESAINAE

Visitor: “Will your product support blockchain in the future?”

Team: “l appreciate your interest in future developments. | don't have that information right
now, but | can certainly find out and get back to you.”

ShE  TRFIREmiF R G ST R IR 7

EFX: TR RSEEHARREREREB -RARTELAEEEN B —EGHHRL BRG]

3. Company Financials A BB FKT

Visitor: “What was your company's revenue last year?”

Team: “That's a good question. | don't have those exact figures, but | can connect you with
someone from our finance department who can provide more details.”

SR MRARBEENERESZ D ?)

Epx: DER—EF B R B RUINEF BRI LU EEZ B R MM FFEFINEN  LURHEZEF
MBSl

4. Market Expansion Hi5 &R

Visitor: “Are you planning to expand into the European market?”

Team: “I'm glad you're interested in our growth. | don't have that information now, but | can
find out and let you know.”

e MR BRI I%ME 2

EFX: TR RSHEEHEMANARRER HIREELAEEEN BHRAUCEHE—T2BBEH

%o

5. Data Migration E¥EE8#%

Visitor: “How easy is it to migrate data from a legacy system to your platform?”

Team: “That's a critical aspect for many of our clients. Let me consult with our solutions
architect to provide you with a comprehensive answer.”

hE MtEERGBBER AN TR 2157

ERx: NMEHHMTFZE P RN —(EMRER EREARMNENER A CRE— EEEZENE

o]
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6. Vendor Partnerships {{fERE S EE

Visitor: “Do you partner with any supply chain vendors?”

Team: “That's an insightful question. I'll need to check our current partnerships to provide an
accurate answer. May | follow up with you on this?”

% MR BRI R S ES 2

EFX: ER—EIF BB - R EERE R BN S ER A AR M RN T E - IRK
BiEREHEE)

7. SLA Details ARFS 4R A 1735%

Visitor: “What are your [SLA] response times?”

Team: “Great question. I'd need to consult our support agreement terms to give you the most
accurate information. Can | email you the details?”

#h%  [RPIRY [SLA] EIFERFREIE %2 )

EFX: e B R - R R E A A M R R U R M R EENE - KT LUBBAE FE
e Al E SR B X AR IS 2

8. Industry Certifications 1T¥:3:%

Visitor: “Do you comply with [ISO 27001] or any other industry certifications?”

Team: “l appreciate your focus on compliance. Let me verify our current certifications and get
back to you.”

% HRPITFE [1SO 27001] S EAMITEEREIH 2

EPx: IR RSECER SR B ERE R BRI ARER AL Bl R 451 )
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Columbia el

Consulting Company BetterMyABC.com
gﬂ ﬁ tb ﬁ i %.E EE F':E Master English, Master Your Future

To have another language is to
possess a second soul.

BetterMyABC.com
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